INtRODUctION
Competitive advantage is a concept that is closely associated with company's higher earnings when compared to their competitors. It has been the subject of different theoretical views in academic literature. Regarding a possible increase in earnings, however, approaches that deal with collective action strategies have been increasingly used as explanation.
This applies to the relational view, which raises questions to the strategy field, especially regarding the sources of competitive advantage. This field aims to explain the differences in the performance of companies, while the main contribution of the relational view is the construction of a theory that considers companies' dyads and networks as analytical key units to explain the superior performance of an individual firm (Dyer & Singh, 1998) .
Relational gains can be present in different ways, or denominations, in collective action contexts, such as local productive arrangements, productive agglomerations, clusters, supply chains, and industrial centers, among others.
Particularly in small businesses, which are the case of most of the furniture industry in Brazil, group strategies may be an important form of development and access to competitive advantages, since these organizations are usually under disadvantageous conditions, when compared to large companies. This includes access to technology and financial resources.
Therefore, the present paper aimed to examine the factors considered competitive advantages in inter-organizational relationships and clarify the possible relationships between these events and the assumptions of the relational view, based on the perceptions of local agents. The relations between furniture producing companies in the furniture centers of Ubá (MG) and Mirassol (SP) are used as empirical evidence.
In addition to this introductory chapter, the theoretical rationale presents considerations on productive agglomerations, followed by the relational view and its assumptions for generating relational gains. Next, competitive advantage and performance are discussed. The third chapter describes the method and procedures used, highlighting a topic from the furniture industry as an empirical field and another topic on methodological procedures. The fourth chapter presents the results; its first section highlights the competitive advantages and disadvantages in Mirassol and Ubá, according to representatives of supporting agencies and from the entrepreneurs' point of view. In the fourth topic, relationships are assessed, considering the relational view assumptions. Finally, the fifth chapter presents conclusions, followed by references.
tHEOREtIcAL RAtIONALE

Productive agglomerations
Starting with the contributions of Marshall (1890) , who addressed British industrial districts, then moving on to Perroux (1959) , who discussed the economic nature and the dominance of geographical areas, as far as Porter (1990) , who tackled the competitive advantage of nations, and then on to contemporary literature, the concept of productive agglomerations adjusts itself to different ideas, including clusters, industrial districts, local productive arrangements, local productive and innovative systems, industrial centers and enterprise networks. All these forms of agglomeration involve some kind of regional production specialization (Lastres & Cassiolato, 2003) which they are a part of.
Over recent decades, certain highlighted industrial districts (Third Italy, Silicon Valley and Baden-Wurttemberg), whose dynamics were notoriously based on local assets, led region or location to reappear as a central hub of competitive and innovative advantages (Lastres & Cassiolato, 2003; Lastres et al., 1999; Vargas, 2002) . Lastres and Cassiolato (2003, p. 7) claimed that,
The main aspect of the term productive, scientific, technological and/or innovative cluster is the territorial proximity of economic, political and
Competitive Advantages from Horizontal Relationships in Productive Agglomerations: perceptions of local agents social agents (companies and other organizations and public and private institutions). A major issue associated with the term is the formation of agglomeration-based economies, that is, the advantages arising from the geographical proximity of agents, including access to raw materials, equipment, labor, among others. The agglomeration of companies is thought to increase their chances of survival and growth and is a significant source of competitive advantages. This is particularly significant in the case of micro and small businesses. (p. 7)
The term Local Productive Arrangement (LPA), used for productive agglomerations or collective strategies, according to federal government efforts towards specific public policies for entrepreneurial agglomerations, refers to both vertical and horizontal links (Sacomano & Paulillo, 2012) . Bustamante (2004) distinguishes the relations between companies according to the forms of cooperation. In vertical cooperation, companies develop complementary activities at different stages of the production chain, and goals are focused on reducing information and communication costs, as well as risks referring to the introduction of new products and to the time new products take to be developed.
Horizontal cooperation, on the other hand, according to the same author, tends to take place between same-sized companies in the same segment, and may also involve supporting institutions, such as business associations. The objectives usually focus on reducing transaction costs, developing marketing strategies, acquiring inputs, sharing facilities, machinery, equipment or tools for common use, on information on market and development of new products or processes (Bustamante, 2004) .
The relational view and its assumptions in the generation of relational gains, in opposition to the transaction costs perspective
In business and strategy literature, the relational view surpasses the two other important explanations given for above average gains and competitive advantage. The first view refers to industrial structure, widely developed from Porter on. The second corresponds to a perspective based on resources, which explains competitive advantages as arising from the idiosyncrasies of resources and skills within the organization (Dyer & Singh, 1998) .
The relational view is based on different theoretical motivations, such as: few explicit explanations in literature on the drivers of gains in strategic alliances; discovery of possible sources of gains and competitive advantage in previous papers of one of the authors (see Dyer, 1996; 1994) ; and research on strategies for acquisitions in which the nature of synergies and the conditions under which companies can create a joint value through transactions are explored (Science Watch, 2008) .
The analysis of the relationships developed by companies is important because competitiveness emerges not only from its internal resources, but also from those it accesses through its network of relationships (Dyer & Singh, 1998; Lavie, 2006) . Empirical studies seek to verify the positive relationship between the adoption of process integration, collaborative relationships, information sharing and business performance (Slado, Dant & Tekleab, 2008; Lazzarini, 2007) . Considering that the generation of competitive advantage may be beyond companies' boundaries, Dyer and Singh (1998) identify four potential sources of inter-organizational gains: i) relationship specific asset; ii) knowledge sharing routines; iii) complementary resources and skills; and iv) effective governance.
In the relational view, the scope of supernormal profit or relational gains are not feasible for individual organizations or in specific market relationships, but as a result of a single combination of resources, dispersed in governance relations (Dyer & Singh, 1998) . Relational gains can be achieved when allied partners combine, exchange or invest in idiosyncratic assets, knowledge and resources or skills, and/or employ effective mechanisms of governance that reduce Leonardo Pinheiro Deboçã / Ricardo Silveira Martins transaction costs or allow gains to be obtained through synergies in the combination of assets, knowledge or skills (Dyer & Singh, 1998) .
Given its bases and assumptions, the relational view can be considered, in a sense, as derived from the resource-based theory (Acedo et al, 2006; Paulraj et al, 2008) , especially regarding the capacity and opportunities for value creation increasingly dependent not only on organizations' own resources but also on those of their partners (Chaddad, 2005) .
The cooperative development of resources can be a more economical mechanism. However, there is the cost of renouncing an individualistic perspective, since companies start to operate under the logic of collective strategies. Collaboration allows sharing knowledge, assets and time for the development of a new resource (Balestrin & Verschoore, 2008) .
Knowledge sharing and the exchange of ideas are important for creating value in a network, and depend on the trust established between partners (Gerolamo et al., 2008) . Accordingly, indicate confidence and commitment as elements that have a major impact on long term relationships between companies. Other important factors observed by the authors are communication, contact between companies, flexibility and willingness to adapt to changes in the external environment.
However, Barney and Hesterly (2004, p. 52) claim that "while significant economic incentives are given to make companies cooperate, important economic incentives are also available for the defrauding of those alliances already formed", through moral hazard, adverse selection or theft. On one hand, relational gains can be achieved; on the other, mechanisms to reduce possible defrauding are used.
We must consider, however, that, as business segments become dynamic and knowledge-intensive, the prospect of a collective strategy seems to be more appropriate, since the competitiveness of a company becomes more dependent on its ability to complement and coordinate resources along with partners, at the expense of individual property and domain of strategic resources (Balestrin & Verschoore, 2008) .
In this context, governance and confidence have become two main mechanisms for reducing the threat of fraud. The greater the defrauding threat, due to higher economic benefits, the more elaborate should be the required governance structure. Regarding the trust mechanism, if there is a lack of opportunistic behavior in time, trust can be established and replace more expensive forms of governances (Barney & Hesterly, 2004; Barney & Hanse, 1995) .
On one hand, the relational view has theoretical elements that aim to explain the competitive advantage through relational gains; on the other hand, somehow complementary, the view of transaction costs can explain elements that hinder relational gains.
So-called transaction costs are explained by the transaction costs theory (TCT), which admits a set of factors that explain uncertainty about the future of market functioning. The factors forming the base of the exchange relations between the agents are: bounded rationality, opportunistic behavior, asymmetric information and failure to fulfill contracts (Silva, 2006) .
For Silva (2006) , the limited rationality of agents prevents all decisions from maximizing welfare. Opportunistic behavior leads to actions favoring the achievement of benefits at the expense of the interests of other agents. Information asymmetry results from the unequal access of stakeholders to information on trade. The inability to fulfill contracts refers to the impossibility of predicting a range of possible events involving exchanges. Even if it were possible, this would produce inflexibility.
TCT, or transaction costs economics, is based on two theoretical pillars: the behavioral assumptions of the agents and the attributes of the transactions. Opportunism and bounded rationality stand out concerning agents' behavior. About the attributes of transactions, the specificity of assets, frequency of transactions and uncertainty Competitive Advantages from Horizontal Relationships in Productive Agglomerations: perceptions of local agents that pervades the actions of agents can be highlighted (Arbage, 2004) .
The specificity of assets can be demonstrated in different ways: a) local specificity, referring to the decision referring to location; if it will be close to supplier market or consumer market; b) physical specificity, which relates to investments in equipment and machinery characterized for the transaction; c) human specificity, referring to specific training to meet the transaction; d) specificity of dedicated assets, which corresponds to specific investments to meet transactions; e) specific mark, relating to investment in the image of the company or the product; f ) Temporal specificity, linked to the perishability of the product and the time for the transaction (Williamson, 1991) .
There are transaction costs at different levels of collaboration, from those referring to trade with other organizations to those dealing with exchange of information and financial flows. Transaction costs may refer to the establishment of contacts with new partners, the achievement of new contracts with partners and monitoring of the fulfillment of contracts by partners (SkjoettLarsen et al., 2003) .
competitive advantage and performance
The main theoretical sources for research in the field of strategic management are provided by the concept of Industrial Organization (IO), mainly by the work of Michael Porter, with respect to companies' performance determinants. The idea that industrial structural characteristics determine performance is the core of this line of thought (Hawawini et al., 2003) . The works of Edward Mason and Joe Bain, which gave rise to the Structure-Conduct-Performance model, pioneered this line of thought, later referring to the contributions of Porter (Vasconcelos & Cyrino, 2000) .
However, other factors may explain different performances between organizations. One of the theories addressing this issue is the vision based on resources (VBR).
From this point of view, attention is given to organizations' factors, that is, to the resources and skills developed within organizations. Since they are unique to each organization, they may explain better performance.
Regarding IO, Hawawini et al. (2003, p. 14) observe that "in fact, a significant part of the observed performance variations are attributed to unknown factors." That is, the IO view alone does not fully explain the origins of performance variations.
Another limitation in this approach is the very nature of the industry. What defines a certain sector is based solely on the type of production process in which the companies operate, which disregards, for example, similarities or differences between consumers and the size of companies, among other factors (Hawawini et al., 2003) .
However, although there are criticisms and different views on competitiveness and performance, since organizations operate in a competitive environment, business practices demand advanced explanations, models and tools targeting more effectiveness in managing activities.
MEtHOD AND MEtHODOLOGIcAL PROcEDURES
This paper results from an explanatory research. Gil (1999) states that this type of research provides the deepest knowledge of a given phenomenon, since it seeks the reasons and causes of relationships or facts. Regarding the process, this research was qualitative, developed through comparative study between two furniture production centers. A longitudinal cut with cross cuts was employed, in which, according to Vieira (2004) , research focused on the development of the phenomenon over time, on certain historical moments of this development, or on critical events that marked the history of the phenomenon, which are presently relevant, but with data collection performed at a single moment in time. Also regarding characterization, analysis level Leonardo Pinheiro Deboçã / Ricardo Silveira Martins went as far as furniture production companies and participating supporting organizations. Testimonials, opinions and information obtained from entrepreneurs or managers of enterprises and organizations were considered units of analysis.
Regarding the empirical field: furniture industry
The furniture industry is known for bringing together various production processes that involve different raw materials and a wide variety of end products. It can be classified mainly according to the materials used in furniture production, including wood and metal, or according to their intended uses, especially in homes and offices. In this industry, due to technical and market aspects, companies generally specialize in one or two types of furniture, such as kitchen and bathroom cabinets and upholstery, for example (Gorini, 1998) .
The Brazilian furniture sector is also characterized by the prevalence of micro and small enterprises (over 95%). They are traditional, national capital, family enterprises. Only some specific sectors have been attracting foreign companies, which is the case of office furniture. The Brazilian furniture industry is characterized by a large number of small companies with national capital offering a great number of employment opportunities, which is also true all over the world (ABIMÓVEL, 2006) .
The table below presents selected data for the sector, in order to expand the contextualization of the national furniture industry. This research considered the furniture production centers of Mirassol (SP) and Ubá (MG), which are among the main centers for the sector in Brazil.
Methodological procedures
The chronological order of the field research observed the following sequence: supporting organizations in the Ubá center; supporting organizations in polo Mirassol; companies in the Mirassol and Ubá centers. Intentionally, interviews with the supporting organizations preceded interviews in companies. The professionals of these companies, mostly managers, were expected to help in setting up a panorama of the center, even allowing directions, or adjustments to the interview script that would be later applied to entrepreneurs. Indeed, chronology was helpful in this regard.
The snowball sampling technique, used for the supporting organizations, is a non-probability technique in which an initial group of respondents is randomly selected and subsequent interviewees are selected according to information obtained from those previously interviewed. This process is conducted in successive waves (Malhotra, 2001) .
Scripts of semi-structured interviews were the main instrument for data collection. In both centers, the interviews were first applied to the furniture company unions. These institutions are considered the most representative of the centers, due to their participation and the role played in these environments, including for being exclusively dedicated to businesses of the sector.
When the interviews were applied to companies, the owners were the respondents. In some cases, one of the managers would answer. Interviews were applied in a random sequence, based on interviewees' availability, considering a schedule provided at the time of collection.
The units were chosen from the list of companies included in the aforementioned research "Analysis of Fieldwork was carried out between August and November 2012. All in all, the interviews were conducted in 53 units, 40 of which were businesses and 13, supporting organizations. About 49 hours were spent with taped interviews, which were later transcribed, excepting two cases that were not counted in the recordings, since the data were collected by telephone, notes and e-mails.
Aiming to disclose the results of this paper, the identity of respondents and organizations was preserved. The code "Ent" was used for support institutions and "Emp" for businesses, followed by an identification number. So, when the company was located in Mirassol, was added the "M" code to the "Emp", followed by an identification number, ranging from 1 to 22. When located in Ubá, code "U" was added to "Emp", followed by an identification number, ranging from 1 to 18. Supporting institutions were identified by the code "Ent", created within the same system, ranging from 1 to 4 for Mirassol and 1 to 9 for Ubá, according to the number of surveyed institutions. Thus, for example, Emp M 4 identifies the impressions or answers of 4 located in Mirassol, and Ent U 1 indicates the answers or statements gathered from supporting institution 1 in Ubá.
The data was treated by content analysis, using the Atlas.ti software system, Version 4.1. Walter and Bach (2009, p. 1) explain that "the Atlas.ti software system is a tool for the analysis of qualitative data that can facilitate their management and interpretation."
This tool has been used in different fields of knowledge and different types of studies, including grounded theory and content analysis (Walter & Bach, 2009; Bandeira-De-Mello & Cunha, 2003) . The main goal of this study was the generation of codes, or key concepts, to explain the occurrence of assumptions of relational view in furniture production centers and the elements associated with the inter-organizational relationships within these centers.
According to Mozzato and Grzybovski (2011, p. 733) , "content analysis is a data analysis technique that has been often used in qualitative research in administration, psychology, political science, education, advertising and mainly sociology".
Five main categories were defined for the analysis of the results, namely, competitive advantages and disadvantages; Specific relationship assets; Knowledge of sharing routines; Complementary resources and skills, and; Effective governance.
RESULtS
competitive advantages and disadvantages in Mirassol and Ubá centers
The competitive advantages of the centers were identified in order to pinpoint any elements that may affect the differentiation between the centers as units and, at the same time, help understanding the activity scenario of businesses.
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The representatives of organizations supporting the Mirassol center reported that, compared to other centers, they have the following competitive advantages: location (proximity to consumer centers), fast access to roads, improved qualification of entrepreneurs and fast access to port. Competitive parity in technology was mentioned (machinery, equipment, processes, etc.) and a trend for equality due to the peculiarities of each center. The lack of municipal incentives and absence of industrial districts were mentioned as competitive disadvantages.
By comparing the center of Ubá and other furniture centers in Brazil, especially in Arapongas, Bento Gonçalves and Mirassol, representatives of supporting organizations demonstrated convergent and complementary opinions when identifying the advantages and disadvantages of that center. The following advantages were highlighted: geographic location, partnerships between supporting organizations and entrepreneurship. The disadvantages mentioned were the distance from suppliers, lack of energy production and flat land, distance from ports, lack of unity among entrepreneurs, poor design, compared to competitors in southern Brazil, and scarce manpower. It was also reported a certain competitive parity between the centers regarding the technologies used, for example.
Some of the arguments are questionable, such as the geographic location. Especially in the comparison between Mirassol and Ubá, we observed that consumer markets and even suppliers tend to be equidistant. Access to ports is another example, which is mentioned as an advantage in the first center and a disadvantage in the second. In fact, none of these centers uses port services in significant volume. Therefore, the weight of this variable is insignificant. In addition, in Mirassol, according to interviews with entrepreneurs, improvement in the training of entrepreneurs was recorded, while in Ubá, partnerships were observed between supporting organizations.
The entrepreneurs highlighted the geographical factor as an advantage in both centers, which means that the centers are close to the national largest consumer centers. By comparing Mirassol and Ubá, however, this argument contradicts the evidence of equivalence in the distances between the companies and their major markets, as reported in their own interviews.
The following advantages were pointed out in Mirassol: easy access to supplies, roads and a furniture fair (Movinter). In Ubá, the advantages mentioned were improvement in products, forms of labor and technology, quality and aesthetics. Besides, "past criticism" was also cited (for example, issues referring to counterfeit), creativity (in spite of counterfeits), entrepreneurial spirit, diversity of products, cooperation with traders, a trend of less bureaucracy for further joint work.
The following disadvantages were detected for both centers: lack of unity among entrepreneurs, distance from areas with raw materials and unsatisfactory performance of supporting institutions.
In Mirassol, it was detected that, according to international standards, the education level and productivity of employees was low. Besides, Ubá has lower wages and receives incentives from the state government and the Mirassol center has been weakened over the years by pressures referring to taxes, labor and environment.
In t e r v i e w e e s i n U b á m e n t i o n e d disadvantages referring to access to technology, distance from ports, poor electricity service, fierce competition, lack of organization, strength and adhesion, and poor cooperation between companies.
The interviews also indicate parity between centers or factors that are not considered advantage or disadvantage for Mirassol or Ubá. The two centers are similar and market regionalization of the centers is typical in Ubá and Mirassol.
In Mirassol, respondents consider that Bento Gonçalves is more advanced, active, organized, and more modern technologically and managerially than the others. On the other Competitive Advantages from Horizontal Relationships in Productive Agglomerations: perceptions of local agents hand, Arapongas, Mirassol and Ubá would be similar. Besides, Arapongas is thought to receive incentives from the state government, hold larger companies and have a large and more connected and modern center. In Paraná and Rio Grande do Sul, companies cooperate and have advantages in purchasing raw material for the centers in the South. Besides, they consider that Ubá is a new center, with larger companies, compared to Mirassol.
In Ubá, the cultural factor stands out as a defining element of the status of each center. The Southern centers were regarded as references in the sector, for their updated technology, improved managerial ability and cooperation. The following centers were perceived as references, in this sequence: Bento Gonçalves, Arapongas and Ubá. Bento Gonçalves was cited as a center with strong cooperation, more advanced than the others, organized and the one that sets the rules for the sector. It is also noteworthy that Mirassol is a new center and Ubá made investments using its own resources.
In the view of some respondents, considering that the furniture industry is organized into centers, collective action strategies most likely constitute a competitive advantage to a center in relation to another, so that competition could be more clearly seen between centers rather than between companies in the same center.
According to the relational view, competitive advantage comes from relational gains earned in combinations, exchanges or investments in assets, knowledge or resources under an effective governance system (Dyer & Singh, 1998) . The expressions of respondents in both centers do not mention the effect of the assumptions of relational view based on what they define as advantage or disadvantage at each center. In the Ubá center, however, partnerships between supporting organizations is highlighted by respondents, which potentially strengthens a local governance system. Similarly, gains in the quality of products and processes, as well as improvements in the cooperation with other links in the chain (retailers), refer to the relational view, either through the development of collective resources (Balestrin & Verschoore, 2008) , or the development of a governance structure (Dyer & Singh, 1998) .
The following section assesses the manifestations of the assumptions of the relational view in the surveyed centers.
Relational view assumptions and the relationships in the furniture production centers
In order to explain the phenomenon of relationships in both centers using the assumptions of relational view as reference, the respondents were asked about the existence of collective actions in the center, participation and motivation of their companies relating to these actions, information and knowledge sharing between companies, complementariness or the tendency of taking isolated actions and the functioning of the governance system in the center.
In figures 1 to 5, the factors emerging from the content analysis are followed by a number in parentheses, when greater than one, which is the number of respondents who expressed each factor. This quantification also allowed categorizing, in the figures, by means of horizontal lines, the levels of intensity into high, medium and low.
Relationship specific assets
Given the scarcity of investments in relationship specific assets, the term "joint actions" was chosen for this category, since it is more comprehensive in the commitment to collective efforts in the centers.
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Specifically in Mirassol, it is emphasized that the LPA Project allowed interaction between entrepreneurs and improved management. However, that project was conducted in the past. There is the idea that many companies still need this project.
Movinter is mentioned as an important joint action, although perceived as less accessible to small businesses. Fairs in small groups and collaboration in transport in small groups were also mentioned. Exporting group by Apex, joint travel, international technical missions and visits to other companies (under the LPA Project) were also cited, as well as soccer championships, events sponsored by the union or held in the Association facilities, advisory services given by the Association and training provided by SEBRAE. However, some respondents ignored such joint actions.
According to Bleeke and Ernst (2001) , partnerships tend to obtain better results when partners are less unequal, which is supported by Bustamante (2004) when referring to horizontal collaboration. This agent may be associated with relationships in small groups and tends to occur between similar-sized companies, mainly observed in the Ubá center. However, heterogeneity between partners has also some benefits, considering, for example, the view of social capital, according to Burt (2001) , insofar as access to resources and information becomes redundant.
Investment in physical assets occurred only partially, since in the two situations when it happened, it was not exclusively in the furniture industry, as explained below: Regarding joint actions, in the case of Ubá, it was mentioned that the LPA project develops actions in group of around fifteen companies producing different products. Besides, direct competitors were said not to maintain relationship, while joint activities are conducted only among companies of the same group, i.e., those with family or friendship ties. It was also said that joint actions are ineffective.
Besides Femur, regional fairs were also mentioned. They also indicated the Movimento Empresarial (Corporate Movement), which effectively exemplifies the inclusion of investment in a specific asset in its constitution, since the group of founding entrepreneurs used their own capital to build the warehouse, where the Femur has been held since then.
"There's the case of the pavilion. It belongs to the Movimento Empresarial group ... They were 17 businessmen who invested in the expansion of the pavilion, and this is money that does not return to their pockets. They put their hands into their pockets, invested one million at the time (Ent U 7)."
The phenomenon of the shares in small groups of furniture companies can be analyzed in the light of theoretical explanations on collective action provided by Olson (1999) . This author explains that organizations are created by groups of individuals for the achievement of collective goals. But the generated collective assets benefit everyone and can thus be consumed by everyone.
In the case of the two centers studied, we observed that only about a third of the furniture companies is affiliated to the labor union at the center. However, actions promoted by the local union and other supporting entities are potentially available to all companies.
Olson challenges the idea that all individuals in a group will operate to fulfill a certain goal that is of common interest to a community. That is, when the group generates collective goods that are accessible to everyone, including those who did not contribute to their generation, it strengthens opportunistic behavior (Wegner, 2011) .
According to this view, the group manifestations are preceded by calculations rationally made in order to know the possible resulting gains and benefits (Melo, 2007) . The size of the groups, incentives and penalties applied to members are important elements for understanding the collective action. The larger the group, the more suboptimal the results and the less noticeable the individual acts performed by other members. On the other hand, in smaller groups, social penalties and rewards tend to be more effective, especially because of the greater proximity between the members (Olson, 1999) .
The idea that trust and effective governance may inhibit opportunism or fraud (Barney & Hesterly, 2004; Barney & Hanse, 1995) is reconsidered. In both centers, the collective experiences materialized in relationship specific investments have low capillarity, and such absence does not strengthen governance structures. As in a vicious circle, it does not promote confidence or possible relational gains.
Knowledge sharing routines
Figure 2 gathers the terms, or codes, from the evaluation of information and knowledge sharing. In the same logic used for other relational view assumptions, common terms can be identified and the two furniture production centers can be distinguished. In the category information sharing, the following terms: low information sharing (13), there is no information sharing (4), information sharing in small groups (6), transport information sharing (2) and information sharing between nondirect competitors (2) can be highlighted in both centers.
In Mirassol, reports say that sharing is limited to commercial information. One of the respondents mentioned machinery information sharing. Another aspect is that the social relationship differs from professional relationship. Information sharing between large companies was mentioned. In a more general context, it was stated that the LPA Project led to information sharing between companies. One respondent, on the other hand, said to ignore information sharing at the center.
In the Ubá center, information sharing superficiality was highlighted. The sharing of information on manpower was mentioned. Unlike Mirassol, the idea that large companies do not share information was suggested. Copyright issues may inhibit information sharing.
Information sharing and confidence are intrinsically linked to governance mechanisms which, when present, are mutually strengthened, generate value in inter-organizational relationships and reduce transaction costs (Dyer & Chu, 2003) .
Resources and complementary skills
In the category complementation, the term outsourcing of accessories (4) referring to complements to products (hardware kits, furniture feet and others) is common to both centers.
In the Mirassol center, people talk about outsourcing as a complementation between companies. However, this was characterized as disorganized outsourcing. Respondents also said that there is no complementation between companies. Trade secrecy would inhibit complementation, or even information sharing at the center.
Outsourcing typically tends to preserve social relationships, which may be associated with the fear that the practice may develop competitors. In the Ubá center, outsourcing, which is also an alternative for complementation between companies, although growing, is regarded as incipient. Moreover, outsourcing occurs because it is needed. In other words, it is assumed that certain processes cannot be internalized, and it is also regarded as a process driven by larger companies.
One interviewee from a Mirassol company explains the problem of complementation in the center: The above statement suggests insufficient empirical evidence of collective strategies such as supply chain management at the center, due to the lack of cooperation and integration of processes (Mentzer et al., 2001) and the absence of a collaborative strategy for value generation (Simatupang & Sridharan, 2001 ).
Effective governance
Factors referring to the governance characteristics and problems were identified in this category. The following characteristics stood out for both centers: Labor union (17) and Labor Union attempt (7), and the emerging idea that governance is generated by a link between the Union and SEBRAE (5). Besides, some common governance problems can be identified: poor adherence of entrepreneurs to Union actions (5), lack of commitment from entrepreneurs (3), differences between large and small businesses, which inhibit effective coordination (3) and the idea that the labor Union does not insist (2).
In the case of Mirassol, the Association is quoted as a governance entity. It is worth noting that there is some overlap in the entrepreneurs' perception of the role played by the Association (ASSIMI) and the Union (SIMM), to the extent that, in the interviews, they sometimes attributed to the Association actions conducted by the union.
This may occur because ASSIMI was established in 1979 and SIMM, only in 1993. Therefore, over the years, ASSIMI met the demands of furniture production entrepreneurs, which would be later performed by SIMM. Besides, the headquarters of the two entities share the same address. The Union appears as articulator and its representatives deserve compliments. The Association is cited as a provider of information on technical and wage bargaining issues. One of the entrepreneurs interviewed highlighted the search for improvements in the company as a reason to participate in collective actions. On the other hand, ignorance about governance at the center was also mentioned.
The relationship between the companies was predominantly identified as low in these centers, which must cause "governance problems". In other words, deficiencies in the system of relationship among enterprises lead to the lack of effective governance.
Competitive Advantages from Horizontal Relationships in Productive Agglomerations: perceptions of local agents Respondents mentioned the following governance problems in Mirassol: superficial attempts, lack of cooperation in projects, lack of confidence and practical development of ideas, lack of interest from some people in the Union's activities, differences and conflict of interest, lack of discussions on joint action strategies and union to compete with other centers. Still, internalization tendency and differences between companies have led to poor relationship. In this context, logistics has been identified as an opportunity for integration.
A major challenge to the effectiveness of governance is in the balance in conflicting interests. If the network is made up of agents that have heterogeneous interests, information flows asymmetrically, and the viability of the network is threatened in the long run (Theurl, 2005) .
In the Ubá center, union activities are highlighted. Respondents also indicated that these actions would refer to smaller companies. The union's efforts were mentioned, saying that it was supposedly well organized and had the role of making the center well-known. However, the issue of small groups was highlighted, as well as the fact that relationships would connect companies through affinity.
As for governance issues, the ineffectiveness of the supporting organizations and the lack of state government support were highlighted. Some respondents complained that the Union only disseminates untrue information. Entrepreneurs do not see benefits from the Union. In this scenario, there is no unity among business owners. However, in times of crisis, the relationship between entrepreneurs would improve. Leonardo Pinheiro Deboçã / Ricardo Silveira Martins One of the main effects of the lack of coordination is the phenomenon of the expansion of the product mix in companies which, in turn, increase competition for similar products between the companies. Due to direct competition, companies tend to avoid relationship between them. Besides, inefficiencies are generated by the production process, with dedicated machines in serial production systems, due to more diversified product mix. The lack of a more effective governance system at the centers, to encourage exchange of information and resources and complementation between companies, thus allowing the generation of relational value, is clear.
Rationally, the governance structure in enterprise networks is the result of the negotiation process between the participants of the arrangement. Each company waives certain individual freedoms in favor of a collective coordination, under the rules that govern the group (Wegner, 2012; Albers, 2005) .
cONcLUSIONS
In the current modes of operation, there are no competitive advantages clearly identified between the companies of the Mirassol and Ubá centers, according to the assumptions of the relational view. The benefits identified by respondents, predominantly refer to issues such as location (proximity to large consumer centers) and access to roads. However, these arguments were mentioned by both centers. In fact, there is a trend for market regionalization historically constructed as enterprises were being included, partly conditioned by the access of their sales representatives and the costs with logistics and tax, among other issues.
Investment in joint assets (or shares), i n f o r m a t i o n a n d k n o w l e d g e s h a r i n g , complementation between the companies and an effective system of governance are typical instruments for the generation of relational value (Dyer & Singh, 1998) . However, their competitive advantages in the centers are not empirically evidenced. Thus, it can be said that the practices developed there are inconsistent, according to the assumptions of the relational view.
To a certain extent, some companies that exemplify the phenomenon of relationships in small groups seem to contradict this observation. Such governance mechanism may be more accepted by companies because relationships in larger groups can expose members to the opportunistic behavior of partners, which is inhibited in small groups (Olson, 1999) .
Thus, geographical proximity and formalization of Local Productive Arrangements do not give businesses substantial benefits referring to differentiation, which is nonetheless an extremely important potential loss and a substantial gap in the implementation of these agglomerations and in the impact of the public investments applied, in the competitiveness of business chains and regional economies.
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